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Don’t be the one 
to spoil it 


You have heard people say, “That would be a 
wonderful house but for ys 

Don’t be guilty of causing that word, “BUT.” 
Hundreds of houses, otherwise perfect, are 
spoiled each year by rusted and corroded con- 
ductor pipes, gutters. flashings and trim. 

There is no need for this. Anyone who can 
afford to own a house can afford Horse Head 
Zine, 

Horse Head Zinc will last a lifetime. It will 
never need replacing or repairing, never stain 
the building, and never damage your reputation. 
If you sell and install Horse Head Zine con- 
ductor pipes and gutters you will lift your busi- 
ness out of price competition. 


























Conductor pipes, gutters, flashings and trim of 
Horse Head Rolled Zinc are manufactured and 
distributed by 
















David Lupton’s Sons Company 
Philadelphia, Pennsylvania 
The J. M. & L. A. Osborn Company 
Cleve'and, Ohio 
Klauer Manufacturing Company 
Dubuque, Iowa 


Holbrook, Merrill & Stetson 


San Francisco, Oakland and 
Los Angeles, California 
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Easier Selling-More Jobs 








HE Mueller ‘‘Job Prospector” makes selling Mueller 
Furnaces easy, because it not only finds ‘‘prospects,” 
but also sells them on the fuel-saving and better-heating 
value of such features as the “Mueller Zone of Extra 
Heating Capacity.’ Every inquiry goes direct to you. 
In this way you get more jobs without increasing your 
sales effort—add to your profits without adding to your 
selling cost. 


And you can put in more time installing furnaces and 
less time figuring on jobs—keep up with your orders— 
because the Mueller Engineering Staff will figure esti- 
mates for you and work out all the details of installation, 


These helps, however, are only a part of the cooperative 
service that enables Mueller dealers to get the big share 
of the furnace business. Let us give you the full details 
—tell you how we can make more money for you. 


L. J. MUELLER FURNACE CO. 


Makers of Warm Air, Steam, Vapor and 
Hot Water Heating Systems, Registers, 
Pipe, Furnace Fittings, Etc. 


193 REED STREET, MILWAUKEE, WISCONSIN 


Warehouses: Brooklyn, St. Louis, Detroit, Boston, St. Paul, 
Minneapolis, Baltimore, Seattle, Salt Lake City 
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Again, service speaks louder than words. 


those of Callahan and O'Neil. 








READ THIS! THEN ACT!! 


On pages 21 and 25 respectively, of AMERICAN ARTISAN AND HARDWARE 
RECORD for November 15th, there appear communications from T. B. Callahan 
and W. F. O’Neil, both asking for a renewal of their subscriptions. 


Mr. Callahan says this is his Forty-second subscription. 
Mr. O’Neil says he has been a subscriber for almost half a century. 


We know that there are hundreds of subscribers who have read AMERICAN 
ARTISAN AND HARDWARE RECORD consistently for periods of time equalling 


In order evetually to get into a closer personal contact with each and every one 
of our subscribers, and to create an honor roll for those subscribers who have used 
AMERICAN ARTISAN AND HARDWARE RECORD for forty or more years, we 
ask all those latterly-mentioned to send us their names, their present business— 
whether furnace installer, sheet metal contractor or hardware men. 




















ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 44-46-48. 
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You can use Anaconda Economy 


Strip Copper at greater profit 
because: 


1 Itcan be obtained in exact widths 
best suited to your needs. It 
comes flat as a board with straight 
and parallel edges. This elim- 
inates waste and the cost of 
retrimming. 


2 The American Brass Company 
produces Anaconda Economy 
Strip Copper in large quantity. 
Each process is standardized. This 
brings down production costs 
and means a saving on your stock 
investment. 






If your jobber cannot supply your re- 
quirements, correspond with our near- 
est branch office. : 


Straight and flat 
as a board 


THE AMERICAN BRASS COMPANY 


GENERAL OFFICES: WATERBURY, CONNECTICUT 


New York, Chicago Mills and Factories: 
Boston, Philadelphia, Providence Anacon pA Ansonia, Conn., .Torrington, Conn. 
Pittsburgh, Cleveland, Detroit from mine to con sumer Waterbury, Conn.., Buffalo, N. Y. 
Cincinnati, St. Louis, San Francisco Hastings-on-Hudson,N.Y., Kenosha, Wis. 


In Canada: ANACONDA AMERICAN BRASS LIMITED, NEW TORONTO, ONTARIO 
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The Great Need of Warm Air F urnace 


Industry —Better Work and 


Better 


Selling. 

















T THE risk of being considered unduly 
pessimistic, we are going to make this 
statement: 

Before any real and lasting improvement 
in the Warm Air Furnace Industry can be 
accomplished, two great obstacles must be 
removed. 

1. Too many installers are selling “Fur- 


naces” instead of “Warm Air Heating 


Plants.” 
Thousands of furnaces are being installed 


on the basis of price without regard to efh- 
ciency, and every such installation stands as 
an eloquent advertisement against Warm Air 
Heating. 

It is true, of course, that through the efforts 
of the far-sighted men among the manufac- 
turers many installers are being educated up 
to selling their goods and their labor on an 
efficiency basis, but we are still very far away 
from having even a small majority of the 
work executed on that basis. 

The boiler interests have 
bringing a considerable majority of their in- 
stallers to do business on the basis of eff- 
ciency rather than of price, and that is why 
the average steam or hot water contractor is 
a prosperous business man, while the average 
furnace installer is a low-rated credit risk. 


The National Warm Air Heating and Ven- 
tilating Association has been in existence only 
since early in 1914, and while it has already 
accomplished great things for the Warm Air 
Furnace Industry, by far the greater task still 
lies before it, because the installer (speaking 
of the average, of course) is by training more 
of a mechanic and less of a business man. 

But what one organization, with the hearty 
cooperation of its individual members, has ac- 
complished should also be possible of accom- 
plishment by another body of men equally 
earnest and equally far-sighted. 


succeeded in 


\. Editorial 
. the 


of 


Noy 






And we have this fundamental condition in 
our favor: 

That the great majority of single or double 
residences that are being constructed or have 
been built during the past are far better suited 
to a properly installed Warm Air Heating 
Plant than for any other system of heating. 

2. Too many manufacturers consider their 
duty fulfilled when they have made shipments 
on time and in good order. 

In every other field, it has been found most 
profitable for both manufacturer and retailer 
to “merchandise” the product through to the 
consumer. Even such staples as sugar, flour, 
bread, coal, gas, electricity, low-priced cotton 
goods, high-priced silks, the cheapest oilcloth 
floor coverings and the costliest oriental rugs 
are being “sales promoted” efficiently and eco- 
nomically into the homes of the consumer. 

And we venture the prediction that while a 
few years ago it was an exception when a fur. 
nace manufacturer did anything to codperate 
with his installer customers to push business, 
before many years the furnace manufacturer 
who does not do so will be an exception. 

What form such cooperation should take 
it is up to the individual manufacturer to de- 
cide for himself and, of course, the installer 
must take an active part in this work, or there 
will be no real cooperation. 

We have always believed in the doctrine 
that the man who is helped to help himself is 
placed on far more efficient and useful founda- 
tion than the man “for whom” things are 
done. 

The future of the Warm Air Heating In- 
dustry is full of promise, but to accomplish 
the great prospects that lie before us we must 
all do our share, or we shall fall short of the 
full reward. 

x * x 


It pays to advertise—consistently. 
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Random Notes and Sketches. 


By Sidney Arnold 














ee 





‘Some of you fellows that send in 
so-called “original” stories are like- 
ly to get yourselves in wrong with 
Uncle Sam. At any rate, you might 
if I did not have a pretty good 
standing with our postmaster, as 
witness this letter : 

To SipNEY ARNOLD: 

Here’s a friendly kick, which is 
registered as much to show that we 
read your “Random Notes and 
Sketches” as it is to get said kick 
before you. 

Here’s the kick. You're stealing 
our stuff. That story which you 
hung on Travers Daniel, Jr., of 
Grand Rapids, Michigan, really be- 
longs to the post office. Here’s the 
how and why of it: If a letter car- 
rier has to cover six or eight blocks 
on a trip and is delayed one or two 
minutes at several houses in each 
block, it eats into a considerable por- 
tion of his day, but some women 
don’t seem to care any more about 
a letter carrier’s time than a farmer 
does about a chicken’s. Hence, our 
version of the story: 

A letter carrier was _ patiently 
leaning against the door bell for 
several minutes when the lady of the 
house opened the door and _ said 
sweetly : 

“Were you ringing our bell?” 

“No, ma’am,” said the carrier, “I 
was tolling it; I thought you were 
dead.” 

Sincerely yours, 
ARTHUR C, LUEDER, 
Postmaster. 

Of course, Mr. Lueder may be 
mistaken in the origin of the story, 
but he points out one fault with 
some householders that causes a lot 
of extra expense to Uncle Sam, in 
the shape of salaries to extra car- 
riers, 

Incidentally, how many of you 
fellows delay the mailing of your 
letters to the last moment before you 
leave your office. If you posted them 
as early as it is really possible and 
practical, there would be far less 


congestion in the mail service and, 
therefore, also more promptness in 
delivery. 
* * x 

About three years ago Mr. Moon 
took a bad tumble and broke his 
right leg just above the ankle with 
the result that he has not been mov- 
ing around a great deal. However, 
he is able to “navigate” reasonably 


OUR OWN -_ By Don Wootton 

















479. O. L. MOON. 
The président of ‘the Sheible-Moncrief Furnace Co. is de- 
hating whether to risk his life,on the Euclid speedwey or take a 
Stanley electric downtown. 


well now and as he expects to at- 
tend the dedication of the Warm 
Air Heating Research Residence, I 
figured it would be nice to publish 
a picture of him. So here he is, as 
his friends in Cleveland know him. 

The drawing, however, was made 
by the cartoonist during the straw 
hat season. You won't find him 
wearing a Valentino hat, either. 

* 

Bill Cover, who is the head of 
the new furnace department of the 
Cleveland Codperative Stove Com- 
pany, attended an amateur dramatic 
show the other evening. 

“How did you enjoy the show last 
night ?” asked Jim Mitchell the next 
morning. 

“Well, I thought it was too real- 
istic,” was Bill’s reply. 

“How come?” 

“Yes. It said on the program, 
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‘One hour is supposed to elapse be- 
tween the first and second acts,’ and 
it actually did.” 

x * x 

The many friends of Joseph 
Chandler, for goodness knows how 
many years with the Republic Met- 
alware Company, will be sorry to 
learn that he is confined to his home. 

“Joe,” however, is able to receive 
visitors and to read and talk, so 
wouldn’t it be a fine thing if some 
of you fellows dropped in for a chat 
with him or wrote him a little note 
of cheer. His address is 740 Oak- 
wood Boulevard, Chicago. 

ok ok oh 

R. E. Kelm, the aggressive sec- 
retary of the Wisconsin Sheet Metal 
Contractors’ Association, sends me 
the following little story, probably 
to indicate that he would like to have 
a little more sunshine in the city 
that became famous because of the 
amber fluid that used to come in 
brown bottles: 

Two itinerant colored cooks had 
been lured from their homes and 
regular jobs to take service at a so- 
called winter resort. 

“Huh!” grunted the pessimistic 
one. “An’ dey calls dis a winter re- 
so't! Jes’ look at all dat snow 
fallin’.” 

“Chuff, boy!” retorted the opti- 
mist. “Dat ain’ snow. Dat’s frozen 
sunshine !”’ 

* * 

I referred in another issue to the 
“Sentence Sermons” by the Rev- 
erend Roy L. Smith, which usually 
appears on the first page of the sec- 
ond section of the Chicago Tribune. 
Here is another one that is just as 
good as its predecessors: 

It’s Never Too Late— 

—To start a savings account. 

—To make a settlement with your 
conscience. 

—To begin sharing other people's 
burdens. 

—To vote your convictions in- 
stead of your dividends. 

—To part company with an ex- 
travagant habit. 

—To stop kicking because you 
can’t have your own way. 

—To make friends with some 


neglected child. 
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The Past Is Good Only So Far as We Take 


in the Lessons It Teaches. 


Philip Lamneck, Octogenarian, Tells of Some of 
the Things That Are Making Life Worth While. 


HOSE of us who know the 

two Lamneck boys and have 
watched them build up a sheet metal 
business from a small shop on a side 
street to one of the really important 
manufacturing concerns in their line 
may sometimes have wondered how 
it all happened. 


We know that they are aggres- 
sive, but mere aggressiveness does 
not bring success. 

We know that they are cracker- 
jack salesmen, but mere selling abil- 
ity is not enough of a foundation 
for a substantial business success. 

We know that they are fine fel- 
lows, but being just a “good fellow” 
as a rule means going the other 
way. 

But the other day the writer ran 
across a letter in an Ohio newspaper 
and in that “contribution,” he be- 
lieves, is an indication of the real 
reason for the success they have 
achieved. 

This letter, written by Philip 
Lamneck, the father of Bill and Ar- 
thur, points out a line of conduct 
that is bound to make a man a true 
success, and it contains such fine 
sentiment that we are glad to pass it 
along to our readers. The accom- 
panying illustrations show Mr. and 
Mrs. Phil Lamneck as they ap- 
peared many years ago. They re- 
cently celebrated their golden wed- 
ding anniversary, and Mr. Lamneck 
will be eighty vears of age on March 
4, 1925. 

The letter follows: 

Reflections of an Octogenarian. 

Sir: To be alive at 80 years, en- 
joying a fair measure of health and 
strength, is something to be thank- 
ful for. To be able to take an op- 
timistic view of life and see its 
beauty all around us and appreciate 
what life means, comes to few at 80; 
but it should not be so. Age ought 
to be the golden days, bringing 
peace, happiness and contentment, 
and it will, when we get a proper 


understanding of ourselves and our 
obligations to make the best of life 
at any age. If we are to live for- 
ever, we should grasp the fact that 
we are building now for eternity, 
and if we expect to enjoy the future 
life our foundation for good must 
be laid here and now. 


Our prospect for a better condi- 
tion will: depend upon what kind of 


a life we have lived here. If we 














Philip Lamneck. 


have lived up to the best we knew, 
and our example has always been 
uplifting, and the world is a little 
better because we have lived in it, 
then death has no terrors, because 
the divine spirit has been sustained. 
At 80, we value life for what it is, 
and not what it seems to be. 

The artificial is disposed of, the 
fancy trimmings that we calculated 
on to make life go, give way to the 
actual facts of life, and so we get 
more pleasure out of life, as our 
hopes are upon a more solid foun- 
dation of understanding. We can 
all of us, in looking back, see the 
folly of our experience and wonder 
why we did so many foolish things ; 
and often more than foolish. But 
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nature, permits no violations of her 
‘aws; so, if we sinned we always 
paid the penalty. The rocks ang 
shoals we floundered upon were ob. 
ject lessons to teach us better, Many 
learned the lesson; many did not, 
and are still floundering through 
life, drifting with the tide in uncer. 
tain ways, with no moral ballast to 
steady them, and no compass to 
point the way. “We all say, if we 
could live over again, we would do 
so different, but the probability is 
we would do worse, and more fool- 
ish things than we have done. | 


was born on the day President 


James K. Polk was inaugurated, 
March 4, 1845. What great history 
in 80 years! What changes in time 
and place since then! Our own be- 
loved America has passed through 
four great, successful wars since 
that time. The whole world has 
changed. The progress in inven- 
tions, the arts and sciences is al- 
most inconceivable. The world of 
thought has changed also; in fact, 
we live in a new time, and a new 
world, and I hope in the future there 
will be a better time, and a better 
world than we had in the past. 
Seventy years of my four score 
I have lived in the village of Port 
Washington on the banks of the 
beautiful Tuscarawas River. Tus- 
carawas County is noted for its 
great agricultural and _ mineral 
wealth. It possesses the greatest 
fire clay industry in the world, but 
it is far more noted for its great 
number of excellent men and wom- 
en, many of whom became eminent 
in the state and nation. The pres- 
ent able and efficient governor (one 
of the best Ohio ever had), Vic 
Donahey, was born and raised in 
Tuscarawas County. The Demo- 
cratic party came very near having 
for its standard bearer for president, 
a man who was born in Tuscarawas 
County, namely United States Sena- 
tor Ralston of Indiana. Those emi- 
nent jurists, J. Foster Wilkin and 
George W. Mclllvaine were mem- 
bers of the Ohio Supreme Court, 
the latter chief justice for three 
terms—both were born and raised 
in Tuscarawas County. The first 
school and the first church west of 
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the Ohio River were erected in 
Tuscarawas County by Moravian 
missionaries, before the French and 
Indian War; when the vast terri- 
tory west of the Ohio River to the 
Pacific Ocedn was one immense un- 
broken wilderness, inhabited only 
py savage beasts and more savage 
men. In conclusion, I desire to 
say to all my aged comrades, both 
men and women, in the routine of 
daily life, don’t count your years, 
but maintain the spirit of your ex- 
istence. Keep in touch with the 
age; do some useful work, cultivate 
the association of young friends, es- 
pecially your own children and 








Mrs. Philip Lamneck. 


grandchildren, if you have any, al- 
ways looking up and smiling. Do all 
the good you can to your fellow- 
men; count the blessings you en- 
joy. Don’t dwell upon the past, don’t 
worry, keep regular hours, let the 
divine spark within you keep you 
above ailments, don’t let the mind 
dwell upon aches and pains, and for 
get to retail them to your friends 
Keep the mind above matter, be 
temperate in all things at all times, 
and you will find the world a blessed 
place to live in. May all our aged 
friends grasp the good things of 
life, and happiness and contentment 
will be theirs. 
PHitie LAMNECK 





It pays to advertise regularly. 


AMERICAN ARTISAN 


Skoog Hardware 
Encounters Problem 
of Sluggish Circulation. 


Here is a problem of sluggish 
circulation in an “open home” in- 
stallation, from an installer at Lud- 
ington, Michigan. ‘The 
ducts are run from opposite sides 
of the furnace pit, with a plate un- 
der the center to prevent the air 
from passing through the cold air 
ducts without entering the casing. 

The problem from the Skoog 
Hardware Company is presented as 
follows: 


cold air 


To AMERICAN ARTISAN: 

We have a heating problem, whicl: 
is a puzzler, and one we cannot 
solve. 

The home is an open one, of 1- 
story construction. 

The furnace has a 21-inch firepot, 
with 521 
581 square inches of cold air ducts. 
The return cold air ducts are under- 


inches of warm air and 


ground. 

The registers are conveniently lo- 
cated, as are the cold air faces, in 
relation to furnace position, etc. The 
cold air comes in on opposite sides 
of the pit, and we have put a plate 
in the pit to insure the cold air from 
blowing down one and up the other. 

There seems to be a fault in the 
air circulation, as the casings get so 
hot from top to bottom that one 
The 
heat is there, but we cannot get it 


cannot put the hand on them. 


circulated into the rooms. 

We have another job which we 
replaced and did not change a pipe, 
register, shoe or anything but the 
furnace and it heats the home O. 
K. but the basement is hot. It 
never was before. 

Sxooc HARDWARE COMPANY. 
Ludington, Michigan. 


What Causes Furnaces 
to Gas When Banked 
for the Night? 

Charles E. 
Maryland, has met with a pipeless 
furnace problem in which the fur- 
naces gas badly when banked for 
the night. 

The two furnaces are 


Boone, Hagerstown, 


installed 


AND HARDWARE 
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in the basement of a bungalow. They 
are separated by a partition wall 
which traverses the center of the 
basement, but they discharge their 
smoke into a common (the same) 
chimney. One chimney connection 
is made a little higher than the other. 
Mr. Boone’s letter follows: 
To AMERICAN ARTISAN: 

Being a regular subscriber to your 
valuable paper, I am asking you to 
help me out of a little trouble. 

I am sending you a sketch of two 
pipeless furnaces recently installed 




















in a double bungalow house, one in 
each cellar and both connected to 
the same chimney. The one pipe 
enters the chimney just above the 
other, as the sketch shows. These 
pipes are reduced from 8 inches at 
the furnace to a 7-inch smoke pipe 
with the check draft in the 7-inch 
joint. 

Now, these furnaces were care- 
fully and thoroughly cemented when 
built up, every joint being perfect- 
ly tight. 

They give perfect satisfaction as 
far as heating is concerned, but the 
man says that when he fixes them 
for the night they gas very badly. 
They don’t do this when he has the 
draft on them. It is only when he 
closes them up and fixes his fire for 
the night. What I should like to 
know is, what causes this? How 
can it be corrected ? 

If you can give me any informa- 
tion on this subject, I shall be very 
thankful for it. 

CHARLES FE. Boone 
Hagerstown, Maryland. 
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Well Known Furnace Man Lays Down Three 


Rules for Satisfactory Installations. 


Observance of These Single Rules Will Insure 
Efficient Heating and Produce Greater Profits. 


HE following article, which is 

contributed by a man _ who 
knows the “furnace game” thor- 
oughly and who has won a name for 
himself as a designer and installer 
of thoroughly efficient warm air 
heating systems for residences as 
well as for larger buildings, points 
out some very pertinent facts, the 
observance of which by the average 
installer will not only make his 
“job” more satisfactory, but also 
provide greater profits on every sale. 

Now read on: 


National Health and the Warm Air 
Furnace. 


Medical history shows that the 
average life of an American citizen 
in the eighteenth century averaged 
thirty-eight years, in the nineteenth 
century history shows the average to 
be but twenty-nine years, while 1923 
produces an average of close on to 
fifty years. Many will reach one 
hundred twenty-five years and some 
one hundred fifty. The reason given 
for this wonderful promise may be 
set down in this somewhat graphic 
way: better living conditions, better 
food better chewed, moderate exer- 
cise properly distributed, regular 
sleep at proper hours, and last but 
not least, “better breathing of bet- 
ter air.” 

This last requisite to health and 
long life explains why men lived 
longer in the eighteenth century 
than in the nineteenth. 

In the early days of this Repub- 
lic, men were mostly tillers of the 
soil and their waking hours were 
spent in the open. The best of 
homes had crevices in the walls, and 
snow on the bed clothes in the morn- 
ing was common in winter. Another 
decided factor in their favor was 
no heritage of the common stove 
heated red school house, where chil- 
dren breathe and rebreathe the em- 
anations from one another’s lungs, 
skin and bad teeth. 

Exercising in the open meant both 
better breathing and better air. 


With the nineteenth century man 
had come to dwell in crowded cities, 
live and work in hermitically sealed 
homes, offices and factories, with 
rubber batten windows and revolv- 
ing doors to keep out that terrible 
pestilence air, with a steam coil of 
pipe or a cast iron radiator sitting on 
the floor, which picked up the foul 
and polluted dust particles off the 
floor and so circulated them back to 
the breathing line to be breathed and 





Three Essentials for Satis- 
factory Warm Air Fur- 
nace Installation. 


1. Proper and Uniform Tem- 


perature. 
2. Proper and Uniform Hu- 
midity. 
3. Proper and Uniform Air 
Motion. 
* *K 


1. Sufficiently large furnace 
and correct layout of pipes 
and registers. 

2. Sufficiently large water 
pan with automatic filling 
device. 

3. Fan of suitable size and 
velocity, automatically con- 
trolled. 











rebreathed by every unfortunate in 
the room. Aside from the little cir- 
culation caused by the radiator, the 
room was stagnant and smelly, like 
a stagnant pool of water, yet they 
boldly walked into an air stagnation 
that smells of the dead tissues 
thrown off by the previous day’s 
occupants. Is it any wonder that 
the average life fell to twenty-nine 
years? 

By the advent of the twentieth 
century, medical science, hygienists, 
school and college textbooks had be- 
gun to advocate and propagate the 
theory of sanitation, to isolate and 
dissect the microbe, count and an- 
alyze the dust particles in doors, and 
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set standards of purity of foods and 
atmosphere. 

Through this propaganda we 
were aroused to its import, and 
while skeptical, - prejudiced and 
sometimes superstitious; we were in- 
duced to take a chance and try the 
new ideas, and the average of fifty 
years or thereabouts is the result. 

A great number of these new 
ideas and theories were hard to ac- 
cept, and not the least of them was 
the fact that we breathe through our 
skin as well as our lungs. 

Inch by inch, step by step, we 
have been boosted up the ladder of 
enlightenment, until today we casu- 
ally ask: ‘““What is new, doctor?” 

What is new and pertinent to the 
warm air furnace man may be best 
answered by quoting from an article 
on “Life Extension,” printed in a 
recent monthly periodical by an emi- 
nent hygienist, that is: “Air relates 
quite as much to the skin as to the 
lungs.” 

Temperature, humidity and air 
motion are the prime factors in air 
conditioning. 

By this we mean: For health and 
comfort in the home, we should 
have: 

(1) Proper and uniform tem- 
perature. 

(2) Proper and uniform humid- 
ity. 
(3) Proper and uniform air 
motion. 

And the order of importance is 
hard to determine. 

To accomplish this most desirable 
condition in the home, what could be 
more simple than to supply the nec- 
essary temperature with the furnace 
in the basement ? 

What would be easier than put- 
ting a water pan close to the heat- 
ing element to vaporize the water 
for the humidity? 

What would be more simple than 
to place an electric fan in the cold 
air duct to mechanically propel a 
positive and uniform supply of air 
which carries with it the other two 
requisites. 

To provide temperature, humid- 
ity and air motion in their proper 
quantities then, is merely a matter 
of engineering and mechanics. 


Ne 
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You may ask, “If health and com- 
fort is so dependent on air condi- 
tioning and it is so simple, why do 
we buy steam or hot water for our 
better homes ?” 

For the simple reason that the 
furnace men, manufacturers includ- 
ed, are asleep on the job. They fail 
to apprehend the vast possibilities 
and almost unprecedented opportu- 
nities pounding on their door. 

A few of the smart ones are en- 
joying the fruits of the other fel- 
low’s lethargy, making real morey 
and amazing their trade by the won- 
derful results of scientific furnace 
work. 

3ut as a rule, the average furnace 
man lacks either the conviction or 
the courage. There are as many who 
lack conviction as there are who lack 
courage. They have had so very 
much experience with the old grav- 
ity system, that while they are tell- 
ing the prospect, “Sure, I can heat 
all the house all the time,” they do 
not believe it themselves, and, of 
course, the prospect does not be- 
lieve it, and if he has not been sold 
on the benefits of air condition and 
is not insistent on positive heat and 
the price is low enough, he buys 
“hot air,’ but if he insists on posi- 
tive and dependable heat, he buys 
steam or hot water. 

This type of furnace man has 
never seen a positive air circulating 
system, save, perhaps, in the school 
house and with not a 
thought, he says, “Of course, the 
school house plant cannot apply to 
a residence plant,” and lets it go at 
that. 


second 


Reinhardt Has Not 
Given Enough Data 
Says William Scott. 


William Scott, of Juniata, Penn- 
sylvania, makes reply to George 
Reinhardt’s problem in our Novem- 
ber 15th issue as follows, saying that 
not enough data is given. 

Mr. Scott’s letter follows: 

To AMERICAN ARTISAN: 

The heating problem submitted 
by George Reinhardt lacks two im- 
portant items of data; namely, the 
size of the house and the size of the 


furnace. In fact, a plan would have 
to be submitted before an intelligent 
answer could be given to his ques- 
tion. 
The first step is to make enough 
heat. The next is to distribute it. 
The furnace and pipes probably 
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have about one-fourth enough ca-: 
pacity to heat the house. 

Be it known that the oxygen can- 
not be burned out of air and that 
warm air does not rise, except as 
cold air pushes it upward. 

WILLIAM Scott. 


G. A. Byor Has Way to Rearrange Torgerson 
Hardware Pipeless Heating System. 


Says Cold Air Auxiliary Not Neces- 
sary if Furnace Is Properly Installed. 


A. BYOR, Edgar, Nebraska, 

¢ has submitted a solution to 

the Torgerson Hardware problem, 

which both G. W. Turton and J. C. 

Allen worked out and whose solu- 

tions appeared in the October 25th 
issue of AMERICAN ARTISAN. 

In that issue Mr. Turton advo- 
cated the moving of the furnace 
from the rear of the basement (of 
the store) and placing it nearer the 
front or at least nearer the center, 
with the advantage, if any, toward 
the front. 

Mr. Allen proposed to correct the 
installation by placing a cold air 
auxiliary on the furnace. 

G. A. Byor explains the rear- 
rangement he would make as fol- 
lows : 

To AMERICAN ARTISAN: 

In looking over several recent 
issues of AMERICAN ARTISAN, | 
noted the questions asked by the 
Torgerson Hardware, of Independ- 
ence, Wisconsin, if a pipeless fur- 
nace could be made more efficient, 
and also wanting to know if an aux- 
iliary cold air pipe could be con- 
nected. If so, how this should be 
done? . 

I was interested in the reply sent 
in by J. C. Allen, of Rockford, IIli- 
nois, submitting a sketch, showing 
how this extra cold air pipe should 
be connected to a strictly pipeless 
furnace. I have herewith reproduced 
Mr. Allen’s sketch, as shown in Fig- 
ure 1 and copied from AMERICAN 
ARTISAN of October 25th, as this 
sketch shows Mr. Allen proposes, 
and, in fact, does connect this aux- 
iliary cold air pipe near the top of 
bonnet at a point where the inner 


casing is the hottest. He suggests 
that a partition be run from X to O 
between inner and outer casing 
equal to the arc of return pipe B, 
also equal to the throat entrance at 
F, so that the inlet area full size 
will not be smaller than open space 
between casing. In this case 5x21 
inches or equa! to the area of a 14- 
inch pipe, this partition to run a dis- 
tance of 31 inches around outer and 
inner casing this, it seems to me, 
would block or interfere with the 
downward flow of cold air from 
If so, the 


How much more cold 


the cold air face on floor. 
question is: 
air has there been added than the 
furnace already had before this con- 
nection was made? The connection 
as shown in Mr. Allen’s sketch Fig- 
ure 1 shows as stated near the top 
of outer and inner bonnet. It also 
shows the cold air pipe on a level 
with the joist. The cold air coming 
in strikes the flare of inner bonnet 
and as siated at the hottest part of 
the bonnet, then has to reverse its 
travel and follow the slope of the 
bonnet back and downward to 
straight part of casing. 

Would there not be considerable 
friction in this route of air travel, 
and would not the heat of inner cas- 
ing have an effect on the incoming 
cold air? 

I will state that I never have been 
called on to add any more cold air 
to a pipeless furnace than the usual 
cold air face supplies, as I have 
never considered it necessary. If a 
pipeless furnace, like any other fur- 
nace, is properly installed, the work 
well done and the furnace placed in 
basement so that it will produce the 
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best results, an auxiliary cold air 
pipe will not be necessary. 
However, should I ever be called 
upon to add more cold air to a pipe- 
less furnace, I would make the con- 
nection as shown in sketch Figure 2. 
This shows. the cold air receiver or 
cold air shoe taken in at the lowest 
point of casing. This shoe is to ex- 
tend on through and take in the in- 
ner casing as shown in Figure 2. 
This would take over 100 per cent 
less space and yet have same area 
(154 inches) as the 5x31l-inch par- 
tition. As this shoe would be 11x 
14-inch (or 154 inches) about the 
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patented what I call an auxiliary 
pipeless register. 

This register does not shoot the 
heat direct to the ceiling. It has a 
cone deflector which throws the heat 
out in all directions in the room, it 
has a water pan for moisture easy 
to fill. It also has about 90 per cent 
of free air opening, no dust nor 
dirt can drop on the hot crown sheet 
or radiator of the furnace. It can 
be made to fit any pipeless furnace 
already installed. All that is neces- 
sary to do is to take off the hot air 
grill or face from cold air face and 
set the register in its place. 
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C.A. Shee. 
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ing Company, Pueblo, Colorado. 
“Caloroil” and “Caloroil Type A” 
made by Caloroil Burner Corpora- 
tion, New York city ; “Electro| Type 
S,” made by Home Appliance Cor. 
poration, St. Louis, Missoyrj: 
“Johnson Type 22,” made by S, T 
Johnson Company, San Francisco 
California; “Kleen Heet Type G” 
Winslow Boiler and Engineerin 
Works, Chicago; “Lillibridge Types 
38-D, 68-D, 99-D and 9-11-D,” Lif. 
bridge Heating Corporation, Hutch- 
inson, Kansas; “Nokol,” American 
Nokol Company, Chicago; “Oil-O. 
Matic Types D. E and F,” C. U. 














G. A. Byor, Edgar, Nebraska, Suggests a Way to Solve Torgerson Hardware Furnace Installation Without Cold Air 


area of a 14-inch pipe, the cold air 
coming down would not be inter- 
fered with by the cold air coming 
in at base of the casing. 

The bottom of this shoe would 
extend on in near to the base of the 
ashpit. The sides flare back towards 
inner casing as shown at Figure 2, 
and the cold air from above and be- 
low would be pulled or drawn up 
by the heat on inner side of inside 
casing. In my opinion, Figure 2 
would give better results than Fig- 
ure 1. However, Mr. Allen may be 
right. 

Now, a word or two in answer to 
the Torgerson Hardware. 

First question. Can a strictly pipe- 
less furnace be made more efficient ? 

In answer to this I will says 
“yes.” I have experimented along 
on this line and have invented and 


Auxiliary. 


In the spring, when the owner is 
through with the furnace, he takes 
off the register and replaces warm 
air face. 

The sketch Figure 3 gives an idea 
of its construction. 

Yours very truly, 
G. A. Byor. 
Edgar, Nebraska. 





Oil Burners That Are Approved by 
Fire Underwriters’ Laboratories. 


In the following are named the 
oil burners to which the approval 
label has been granted by the Un- 
derwriters’ Laboratories, and which, 
therefore, may be regarded as 
“safe,” from a fire risk standpoint : 

“Arrow,” made by Socony Burn- 
er Corporation, New York city; 
“Baker Model F,” made by Baker 
Steam Motor Car and Manufactur- 


Williams & Son, Bloomington, IlIli- 
nois; “Oliver No. 20-A,” Oliver 
Oil-Gas Burner Company, St. 
Louis, Missouri; “Quinn,” Quinn 
Oil Burner Corporation, Port Rich- 
mond, Staten Island, New York; 
“Globe Rotary,” Pennsylvania Globe 
Rotary Company, Philadelphia. 

There are, no doubt, several other 
oil burning devices which may be 
installed and operated with safety, 
but up to this date those named in 
the foregoing are the only ones that 
have been tested and approved by 
the recognized agency of the allied 
fire insurance companies. 


Every American is a 100 per cent 
American or no American at all. 
There is no such thing as a coun- 
terfeit dollar that is good for 50, 
60 or 80 cents. 


No 
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All Aboard for Urbana, Illinois, You Warm 
Air Furnace Men! 


Warm Air Heating Research Residence 
Will Be Dedicated December Second. 


ERE is the program for ‘the 
H greatest event in the warm air 
furnace history—the dedication of 
the warm air heating Research Resi- 
dent at Urbana, Illinois—and for 
the mid-year meeting of the Na- 
tional Warm Air Heating and Ven- 
tilating Association, the dates be- 
ing Tuesday and Wednesday, De- 
cember 2nd and 3rd. 

Tuesday Morning, December 2. 

1. 9:00, Registration of At- 
tendance—Urbana-Lincoln Hotel. 

2. 10:00, Call to Order—Ur- 
bana-Lincoln Hotel. 

3. Introductory — Professor A. 
C. Willard, University of Illinois. 

4. 10:30, Dedication of Warm 
Air Heating Research Residence : 


Invocation—Rev. E. D. Johnson, 
Minister, Unitarian Church. 

Address—David Kinley, 
dent University of Illinois. 

Presentation of Bronze Tablet— 
From National Association of Sheet 
Metal Contractors. W. C. Markle, 
President National Association of 
Sheet Metal Contractors. 

Presentation of Visitors’ Register 
—From American Society of Heat- 
ing and Ventilating Engineers. Ho- 
mer Addams, President American 
Society of Heating and Ventilating 
Engineers. 


Presi- 


Acknowledgments—E. B. Lan- 
genberg, President National Warm 
Air Heating and Ventilating Asso- 
ciation. 

Inspection of the Warm Air 
Heating Research Residence. 

5. 1:00 P. M., Recess. 

Special Entertainment for the Ladies. 

6. 2:00, Business Session. 

Call to order. 

Communications. 

Reports of committees : 

Research Advisory, C. M. Lyman, 
Chairman: Past and Future Work. 

Joint Code, J. D. Hoffman, Chair- 
man: Standard Specifications. 

Educational Publicity, FE. F. 


Glore, Chairman: Recent and New 
Activities. 

Executive, I. L. Jones, Chairman: 
General Matters. 

New Business. 

Unfinished Business. 

7. 6:00, Banquet—Urbana-Lin- 
coln Hotel. All present are cordially 
invited and expected. 

Wednesday Morning, December 3. 

8. 9:00, Discussion of Research 
Work, Technical Session—Mechan- 
ical Engineering Laboratory. 

Introduction—M. S. Ketchum, 
Dean of the College of Engineering 
and Director of the Engineering Ex- 
periment Station. 

Reports—Including research de- 
velopments since the April Conven- 
tion of the Association by the Re- 
search Staff, Professors A. C. Wil- 
lard, V. S. Day and A. P. Kratz. 

9. The Warm Air Research 
Residence and Laboratory Open for 
Inspection. 


Dr. Evans Studies 
Product of Warm Air 
Heating Industry. 

Our readers will recall the lead- 
ing part AMERICAN ARTISAN played 
in bringing to light and stopping the 
activities directed by Dr. Evans, of 
the Chicago Tribune, against the 
best interests of the warm air heat- 
ing industry. 

It will also be recalled that when 
pinned down to making a statement 
in defense of his Health Column in 
the Tribune, Dr. Evans openly ad- 
mitted that he had done nothing 
more than used a clipping from 


. some source unknown to him. 


Since then Dr. Evans has evi- 
dently taken the trouble to study the 
product of the warm air heating in- 
dustry, but he has not gone far 
enough. 

His column in the Chicago Trib- 
une, under date of November 15th, 
contained the following reply in re- 
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sponse to an inquiry on how to use 
the humidifier : 
Use the Humidifier. 

P. N. R. writes : I have been think- 
ing of having a water pan or humid- 
ifier on the top part of my furnace. 
I have a pan on lower part, which 
holds about three gallons. Do you 
think it necessary to install the other 
one? 

I understand there are some engi- 
neers who say the change of air fre- 
quently is more necessary than mois- 
ture. I shall be glad to have your 
advice. The expense would be about 
$40. 

Reply. 

“The trouble about a pan of wa- 
ter set below the furnace is that the 
water does not evaporate. It holds 
water, but that’s all it does. Have an 
evaporating pan set in the hot air 
chamber. Provide it with an auto- 
matic “water feed.” You are liable 
to weary of well doing when it 
comes to carrying about ten gallons 
of water to the pan every day for 
eight months. 

“IT think the engineer is right. 
Proper heating and proper circu- 
lating are more important than 
proper humidifying for both com- 
fort and health. Why not have all 
three? Because a horse’s hind legs 
are more useful, we do not cut off 
the fore ones.” 


Oliver Oil Gas Burner Company 
Completely Re-Organized. . 


Complete change in ownership 
and official personnel has been an- 
nounced by the Oliver Oil-Gas 
Burner Company, St. Louis, Mis- 
souri, the business having been pur- 
chased by W. H. Schaefer, a St. 
Louis business man. T. J. Flynn 
has become vice-president and gen- 
eral manager. G. S. Miekle, former 
director of research, is now asso- 
ciated with the General Oil Burner 
Company, Detroit, Michigan. The 
future plans of B. M. Oliver, who 
has resigned the presidency, a posi- 
tion he has held since the organiza- 
tion of the company, are unan- 
nounced. 





Do you know your costs? 
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Making Pattern for Double Compound Elbow Offset 


Used in Spice Mills. 


Designed to Avoid Ordinary Elbows and Angles 
With Generally Known Lengths of Pipe. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri, 


N PIPE work as met with in spice 

mills various angles and offsets, 
as well as elbows, are met with. 
These are designed to avoid the or- 
dinary elbows and angles with 
lengths of pipe as we generally know 
of. In the drawing we have an elbow 
that makes a double turn as well as 
offsets to an elevation rise. 

In such work, the length and ra- 


preferably described. Next we draw 
lines through at random so as to 
cross both the elevation and plan in 
a vertical position. In this way these 
lines will be the same as if we build 
a square around each position of our 
plan and elevation, the same lines 
passing all the way around the four 
sides. In drawing lines at random 
we can best place those lines to fill 


vation is really the width of plan, 
So that by picking the girth from 
outline of plan I as 1, 2, 3,45, 
etc., to 17, we transfer this ona line 
as 1-17; each in their numerical or- 
der as to the right of elevation, By 
erecting lines and then from each 
point in elevation in both throat and 
heel we bring over horizontal lines 
to cut off these lines in pattern of 


























DOUBLE COMPOUND E.LBOW OFFSET 
USED IN SPICE. MILLS. 
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dius of plan would naturally be 
taken from the job or else from 
plans by the engineer and the same 
holds good with the elevation. So 
we first draw the offset of eleva- 
tion, working from the rectangle 
and placing one above the other in 
the given length to the offset they 
are to make. Then by means of a 
plan which forms two quadrants or 
we can say two 90-degree elbows, 
the elevation can be finished. The 
matter of describing the side curves 
can be done with compasses or 
sketched in as a person desires, but 


in long positions; since with divid- 
ing them up with a compass there 
are always some spaces that are 
longer on a throat line than they 
are on heel or vice versa, and for 
these a person must put in extra 
lines, so the lines drawn at random 
are the best solution. 

This then gives us four different 
patterns as shown by I, II, III and 
IV. Observe that the vertical lines 
produce girth spaces along each of 
these sides and that the girth of the 
plan is really the side of the eleva- 
tion and the top and bottom of ele- 


Pattern for Double Compound Elbow Offset. 


similar number. This enables trac- 
ing the outline as shown for pattern 
I. The same holds true for pattern 
II, which, in this case, is picked with 
dividers by first taking the girth 
from plan and setting on the line as 
a-b and erecting lines. Then use 
A-B of elevation as a base line and 
pick the vertical heights, setting 
them off in pattern as a-a’-a” ; 5-5’- 
5”: 6-6’-6”. Continue in this way 
until all the points have been trans- 
ferred and lines drawn through the 
intersections thus established and 
the pattern is finished. 








t 
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To set out the pattern for the top 
or bottom of elevation; it will be 
observed the same pattern will do 
for each side and so we pick the 
girth from say line III as 1-2-3-4- 
4-5-6, etc., to 17, and set these off 
to the right of plan as 1-17. Erect 
fines and from all points in plan 
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bring over horizontal lines until they 
intersect lines of similar number 
which enables tracing the outline for 
pattern. Laps for seaming or rivet- 
ing whichever the case may be, must 
be allowed extra, as these patterns 
are net and are therefore suitable 
for welding the edges. 


Harry Frye Takes Down His Prescription 
Shingle and Opens the Carnival Again. 


Says All Arithmetickers Agree that Area of Base Mullti- 
plied by One-Third the Height Gives Volume of the Cone. 


467 NDEED! Well, I didn’t think 

I he would last long!!” Mrs. 
Grundy speaking. 

Now all the inner circle of the 
sheet metal society is a-flutter (some 
are not a little chagrined) at the 
news that that Harry Frye persen 
has had to take down his medicine 
shingle and reunite with his con- 
frere, Moon Mullins, in the carnival 
business. 

It is rumored that he showed too 
much favoritism in selling his pre- 
scriptions and somebody got sore 
and “sqwaked.” 

But we'll let Frye clear himself 
if he can of this sordid scandal. 

He writes as follows: 

To AMERICAN ARTISAN : 

Greetings, Arithmeticiers! (You 
see, he’s not the least perturbed as 
he properly should be). You see 
it was like this: Brother Harri- 
son stated that the sheet metal craft 
was ill and needed treatment; that 
all good doctors prescribed their 
medicine by the spoonful and not 
by the bottle full. 

At that time I fancied myself a 
fairly good arithmetick medico and 
prescribed a spoonful of little tri- 
angles as an antidote for a starving 
sheet metal man between three old 
tanks. Mr. Harrison “hollered” for 
me to give him a bottleful of big tri- 
angles. 

Through remorse for | having 
saved the man and misunderstand- 
ing a little pun on Volsteadism, 1 
have taken down my medico shingle 
and reopened the carnival. In the 
first tent to the right I have the 


monstrosity called by AMERICAN 
ARTISAN the apple-shaped figure. 

William Scott, Juinata, Pennsyl- 
vania was the first to arrive on the 
grounds. He presented a ticket call- 
ing for reserve seat number 1675.- 
5976. ) 
Edward Gunton was the next to 
arrive, his ticket calling for reserve 
seat number 1678.0776. Gunton 
complained to the usher that Scott 
occupied his seat. 

Frank Harrison was next. He 
took a few measurements of the 
monstrosity with a yardstick, passed 
the “buck” to the protractor hound, 
and disappeared through the fence. 
The knot failed to hold. Good-bye, 
Mr. Harrison. 

As Frank did not pull the hole 
through after him, H. L. Gary slips 
into the show and steals all of the 
manager’s signs and symbols, and 
lo and behold AMERICAN ARTISAN 
stirred ‘em up and out she comes 
with an Einstein calculus solution of 
1,619 square inches of apple-shaped 
figure. 

I’ve turned the crank on it and 
I’ve turned the hose on it. I can’t 
grind out anything and I can’t wash 
it off. Being afraid to argue with 
so many arithmetickers, I will ask 
the Editor to call in the “perfessor.”’ 

With 8 — 20 as cosine of angle 
A, and using Gunton’s method of 
calculation, I got practically the same 
answer that he did, and told the 
usher to give Mr. Gunton the seat 
occupied by Mr. Scott. 

My solution to the Smith problem 
is correct; for having nothing but 
grape juice, I needed the eleven 
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quarts. If further proof is needed, 
use 77.27 inches as the height of the 
complete cone and chop 49.27 inches 
off the top, then pour in 300 quarts 
of chop suey, then if no more than 
enough to feed a Chinaman runs 
over the sides, it will work out as 


follows: 
V of the complete cone = 17’n* 
28 + 49.27 
( eee J 
3 
v of the cone chopped off = 10.84*n 
“ 49.27 
(————-) 
3 
28 
Then V — v = — (17°n + 10.84°’n 
3 


+ 17'n * 10.84*n) = 17,325 

square inches. 

Try it, just about four pages of 
multiplication, unless you log it out. 

*It will be noted that “n” = Pi, 

*k «ek x 

As proof that we often get 
“messed up’’ on the little things, I 
offer the following simple little prob- 
lem : 

3 + 3 x 3— 3 + 3—3= ? 

The problem is correctly stated 
“as is.” Without ifs, ands, and buts 
send nothing but your answer to 
AMERICAN ARTISAN, 

If as many as one hundred an- 
swers are sent in, I will wager that 
fifty per cent of the answers will be 
wrong. We _ will then 
AMERICAN ARTISAN to tabulate the 


request 


answers, and let us see the result. 
The chorus will now sing, “How 
Dry I Am” in Volstead high C and 
the carnival will close for the day, 
‘rye and Mullins retiring to watch 
fer results. 
Harry Frye. 
Tullahoma, Tennessee. 


Matthiessen & Hegeler 
Announce New Base Price 
of Sheet Zinc. 

The Matthiessen & Hegeler Zinc 
Company, La Salle, Illinois, an- 
nounces a change in the basic price 
of sheet zinc, effective November 
14th. The new base price as given 
by list No. 4, issued by the com- 
pany, is $10.75 per hundred pounds. 
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U. S. Chamber of Commerce Says Useful 


Purpose Served by Trade Association. 


Thru Referendum Votes Chamber Makes Recommenda- 
tions Regarding Trade Association's Use of Statistics. 


66 HE Chamber of Commerce 

of the United States has a 
special interest in trade associations 
because they form about one-third 
of the constituent membership of 
that organization. It thoroughly be- 
lieves that trade associations, legiti- 
mately conducted, are an essential 
element to the promotion of Amer- 
ican business, and that legislation 
which would make them impossible, 
or make it impossible for them to 
function properly, would hinder not 
only industry, but also the pros- 
perity of the nation. 

“In connection with the Sherman 
Act, prosecuting authorities of the 
government have proceeded in such 
a way as to cause doubt in the pub- 
lic mind, not only as to the trade 
associations against which action has 
been instituted, but as to trade asso- 
ciations against which apparently no 
action whatever has been contem- 
plated. The consequences are se- 
rious. Organizations and individ- 
uals against whom no accusation un- 
der existing law has been brought 
or is in contemplation are subjected 
to the injustice of being viewed with: 
suspicion by the public. This is de- 
structive of trade organizations. It 
takes constant effort to keep trade 
associations representative and vig- 
orous. When suspicion is unjusti- 
fiedly directed at an association, its 
members leave it. There is rapid 
disintegration. 

“The chamber holds no brief for 
trade associations that infringe the 
law, nor is it desirous of criticising 
the action of the authorities in re- 
gard to these offenders. It is sim- 
ply recognizing and pointing out the 
facts with a desire of remedying a 
situation which is already tending to 
hinder the development of business. 

Trade associations serve a very 
useful purpose which is generally 
overlooked. In the prosecution of 


trade associations the public, and 
perhaps to some extent the authori- 





ties, regard the trade associations as 
representing corporations with huge 
accumulations of capital. The fact 
is that the larger and richer the cor- 
poration, the less its needs for a 
trade association. It has, in itself, 
the means of obtaining all of the in- 
formation which it needs in order 
successfully to compete. Not so 
with the smaller concerns. They 
cannot afford, except through pool- 
ing their interests through a trade 
association, to secure this business 
data at their own expense. 

“The membership of the Nation- 
al Chamber, through a referendum 
vote, has made the following recom- 
mendations regarding the use of 
statistics by trade associations : 

Statistics of capacity, pro- 
duction, stock and sales, and 
statistics of actual prices in 
closed transactions, should be 
collected by a trade association 
for its industry or branch of 
commerce. 

Such statistics should be dis- 
tributed without any comment 

or interpretation which could 

induce or facilitate concerted 

action on the part of members. 

The statistics should be 
made as available by a trade 
association to the public and 
government agencies as to the 
members of the association. 

“It is the duty of the Chamber's 
board of directors to advocate the 
carrying into effect of these recom- 
mendations. In so doing it has to 
consider, not its own opinion of the 
legality of the activities which are 
included, but the attitude of the gov- 
ernment and its officials who have 
relations to the question. If it is 
forced to a conclusion that the view 
is held in government circles there is 
illegality in activities the Chamber’s 
members have declared are desir- 
able, it must consider seeking from 
Congress such minor amendments as 
will affirmatively permit the activi- 
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ties it advocates. Parenthetically, it 
may be added that Obviously the 
Chamber does not seek repeal of the 
Sherman law.” 


We present the above without 
comment in full as it was taken 
from the News Bulletin of the 
United States Chamber of Com. 
merce, Washington, D. C. 


Sheet Metal Contractor 
Should Solicit!Business 
from the Farmer. 


AMERICAN ARTISAN has through- 
out the summer published numerous 
articles written by O. W. Kothe 
showing to what extent the sheet 
metal contractor can find business at 
the nearby farms. Such work as 
replacing threshing machine blow- 
ers, sack filling pipes and feed 
chutes are sources of remunerative 
business when general work is 
slack. 

The sheet metal contractor as a 
unit of the business fabric of his 
community, should align his strength 
and forces with movements to bet- 
ter the farmer’s plight. This not 
only reveals a willingness to cooper- 
ate in building up the community, 
but begets for him the good will of 
the farmer. 


Some Statistics on 
Purchasing Power. 

The population of the United 
States is 105,710,620, census of 
1920. According to figures collected 
by the Bureau of Labor Statistics, 
the average number of persons per 
family is 4.9; therefore there are 
2,157,359 families in the United 
States, each of whom spends 49 
cents per year for knives, forks and 
spoons, or the grand sum of $195,- 
710,591 is spent annually in the do- 
mestic market. 

This statement simply deals with 
cutlery as sold over the retail coun- 
ter, and does not specify foreign or 
domestic make. However, we won- 
der how many dealers are doing jus- 
tice to the American manufacturers 
of cutlery! 


Your windows can sell goods, too. 
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Dates of National Sheet Metal Convention 
Changed to Week of June 22nd. 


Hotel Atlanta-Biltmore, Atlanta, Georgia, Will Be 
Headquarters — Make Your Reservations Now. 


RESIDENT S. P. MON- 
Pcrizr of the Sheet Metal and 
Warm Air Heating Contractors’ As- 
sociation of Georgia states that the 
Atlanta-Biltmore Hotel, Atlanta, 
Georgia, will be the headquarters of 
the National Sheet Metal Contrac- 
tors’ convention June 22nd to 26th. 
It is Mr. Moncrief’s opinion that the 
Atlanta-Biltmore Hotel is not only 
the finest hotel in the south, but one 
of the finest in the country. 


A folder sent by Mr. Moncrief 
to AMERICAN ARTISAN shows the 
interior and exterior of the hotel, 
the place where a_ hard-working 
sheet metal contractor would par- 
ticularly enjoy a 4-day sojourn. 

Reservations for accommodations 
should be made without further de- 
lay, in order to insure your comfort 
during your stay in the southern city 
next June. 

Single rooms per day range from 
$3.50 to $6; double rooms from $6 
to $9 per day. 

The convention had been an- 
nounced to meet beginning on the 
night of June 15th with a meeting 
of the president and board of trus- 
tees, continuing through to the 19th 
It was found, however, that the na- 
tional convention of the Rotarians 
wil! meet in Cleveland, Ohio, that 
week, As so many of the national 
sheet metal members are affiliated 
with the Rotarian organization, it 
was decided by the general commit- 
tee, which meets with the approval 
of the national president, W. C. 
Markle, and also with the national 
secretary, EK. L. Seabrook, to change 
the dates of the national convention 
of Sheet Metal Contractors to the 
week of June 22nd. 

It is now so arranged that the 
president and board of trustees will 
have their meeting Monday night. 
June 22nd, and the convention prop- 
er will continue through the week 
to the 26th, giving four full days 
for the convention work. 


Should it be that there are mem- 
bers so far-sighted as to have al- 
ready made reservations for the 
week of June 15th, these trusting 
souls will be under obligation to 
push their reservations one week 
ahead. 

Don’t forget the dates, National 
Sheet Metal Contractors’ Associa- 
tion convention, Atlanta-Biltmore 
Hotel, Atlanta, Georgia, June 22nd 
to 26th, 1925. Make your reserva- 
tions now! 


Sympathetic Soul Relegates 
Mutilated Night Shirt to Charity 
Booth of Frey's Carnival. 


A subscriber who, for reasons 
which he has not revealed, styles 
himself “A Sympathetic Soul,” re- 
plies to William Scott’s S-O-S of 
November 15, page 25. 

He most unceremoniously uses 
the tin night shirt, multilating it be- 
yond recognition in solving the prob- 
lem. 

His letter follows: 

To AMERICAN ARTISAN : 

Take a rectangular piece of tin 
out of the tai! of that night shirt, 
six inches by eight inches. Lay it 
in front of you with a six-inch side 
nearest you. Label the lower left- 
hand corner A and the upper right- 
hand corner C. Divide it in halves 
by a line parallel with the six-inch 
edges. Label that line DE. 

“A straight line is the shortest 
distance between two points.”” Draw 
the straight line AC letting its in- 
tersection with DE be labeled B. Its 
length is ten inches. (\ 6* + 8 
== 0). 

Put the said piece of tin in the 
brake on line DE and break it to a 
right angle. You have then in minia- 
ture the bottom and far side of your 
tank with the aforesaid diagonal 
now the broken line ABC. Since 
this line neither stretched nor shift- 
ed in the brake, and was the shortest 
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distance between A and C before 
breaking, it must represent what you 
want, and proportionally the brace 
is ten feet. 


Now, that you have mutilated the 
night shirt, I do not care for it, 
and suggest that you send it to the 
charity booth of Harry Frye’s carni- 
val, where they are collecting dis- 
carded raiment for the inmates of 
the Home of Aged Puzzlers. 

Yours truly, 
A SYMPATHETIC SOUL. 


Michigan Sheet Metal 
Auxiliary Roster Has 
Several New Features. 

The Salesmen’s Auxiliary to the 
Michigan Sheet Metal and Roofing 
Contractors’ Association is releas- 
ing its 1924 membership roster. 

The roster itself is in size of con- 
venient wall poster dimensions. 

It carries the names of all mem- 
bers and their business connections, 
the latter appearing first in large 
type, while the names of the sales- 
men are placed beneath the company 
name in somewhat smaller type. 

To the right of each company 
name the products of that company 
are enumerated. 

Six divisions are made upon the 
roster. These appear in rotation as 
follows: Sheet Metal, Furnaces and 
Furnace Supplies, Roofing, Miscel- 
laneous (paints, roofing, cement, 
leads in oil, solder, sheet lead and 
lead pipe), Sheet Metal P 
tions and Insurance. 

\V. W. Chalk, 2976 Northwestern 
\venue, Detroit, is the secretary of 


ublica- 


the Michigan Auxiliary. 


Salesmen’s Roster of 
Pennsylvania Auxiliary 


Now Off Press. 


The Distributors’ and Salesmen’s 
Auxiliary of the Sheet Metal Con- 
tractors’ Association of Pennsyl- 
vania has prepared a new roster of 
its members. 

The roster gives the name of the 
salesman and the firm he represents 
under the proper classification. 

There are ten classifications. They 
are, in the order they appear: Dis- 
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tributors of tin plate and sheet met- 
als, sheet steel manufacturers, ce- 
ments, furnaces, furnace fittings, 
register manufacturers, paints, gut- 
ter and conductor manufacturers, 
sheet copper manufacturers, tin 
plate manufacturers and trade pub- 
lications. 

Oliver C. Brooks, 2138 North 
19th Street, Philadelphia, is the sec- 
retary of the auxiliary. 


Harald Christensen 
Contends for Possession 
of Scott's Tin Night Shirt. 


Harald Christensen, 704 Alice 
Street, Fort Atkinson, Wisconsin, 
is one of the initial contenders for 
the tin night shirt which William 
Scott, Juniata, Pennsylvania, au- 
thorized us to offer for the best so- 
lution to his S-O-S in the November 
15th issue of AMERICAN ARTISAN. 

The object of the problem was to 
find the shortest length for a brace 
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A B C Is the Shortest Distance. 


in a rectangular tank, 6x4x4 feet, 
with the brace touching every point 
on the bottom and sides of the rec- 
tangle. 

The solution given by Mr. Chris- 
tensen is as follows, illustrated with 
the diagram: 

A B C is the shortest distance 
when B is located exactly the 
middle of F D on the diagram. 

In this way B D = F B = 3 
feet. 


It was a long time before men 
discovered that air is a real thing. 
It doesn’t take so long to discover 
the atmosphere of an organization. 
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Chairman Harms Says 50 Per Cent of Shee 
Metal Locals Have Not Sent Architects’ Names 


Prompt Action and Thoro Codperation Is Required if 
Cornice Committee Is to Do Its Work Effectually. 


T IS human to procrastinate on 

—to put off doing—such mat- 
ters as those which do not seem on 
their surface to demand our imme- 
diate attention. 

If it is true that the matter does 
not demand prompt action, no harm 
is done by pushing the matter aside 
for a day or two. 

However, the matter of getting 
the names of architects before the 
sheet metal Cornice committee 
promptly is a work of utmost im- 
portance to you and all the other 
sheet metal men who have not so 
far sent in their lists. 

George Harms, chairman of the 
cornice commiitte, that, al- 
though many responses have come 
in from which a long list of names 
has been compiled, about 50 per cent 
of the local associations appealed to 
have not yet complied with the re- 
quest. 

Chairman George Harms, on be- 
half of the cornice committee, again 
makes a special and urgent appeal to 
those who have not sent in their 
lists to please do so, in order that 
the work of the committee can go 
forward without further delay. 

Chairman Harms’ appeal follows : 
Circular to Members of Associations 

Who Have Not Sent in List 
of Architects. 
Dear Sir: 

The sheet metal cornice com- 
mittee has repeatedly written you 
regarding the work of the commit- 
tee and this matter has also been 
given much publicity in the trade 
papers. 

So far, however, you have failed 
to respond. 

To bring back sheet. metal cor- 
nices should interest every sheet 
metal contractor and your local as- 
sociation, or the dealers of your city 
should be interested in this propo- 
sition as much as any other locality. 

We have only asked you to send 
us the names of the architects in 
your city, so that the booklet which 


says 


we are preparing on sheet metal cor. 
nices could be sent to you to be dis. 
tributed personally to all the archi. 
tects. 

This work can be done with no 
great expense to you and only takes 
up a very little of your time. Oyr 
committee is working for you and 
you are neglecting a duty if you do 
not help yourself by helping us to 
secure these architects’ names, 

Won't you please take care of this 
matter immediately ? 

Yours truly, 
Sueet Metat Cornice Commir- 

TEE. 


Hansen Manufacturing 
Wants Information on 
Tinning Copper Tubs. 


To AMERICAN ARTISAN: 
We have a number of new one- 


. 


piece copper tubs about two feet in 
diameter and eighteen inches deep. 
We want to give these a coat of tin 
on the inside and not on the outside. 
\We could use the torch and rub the 
tin on by the wiping process, but 
this is not rapid enough for the 
amount of work we have. 

We thought possibly you might 
know some way by which we could 
keep the tub hot and roll the molten 
mass of tin around in the inside of 
the tub and then pour it out into the 
vat again, leaving a heavy coat of 
tin. 

We should also like to know of 
some good process of keeping the 
tin clean and free from oxidization. 

Please let us have some advice in 
regard to this proposition, if possi- 
ble, and tell us what kind of flux 
would be the best for this purpose. 

Yours very truly, 
HANSEN MANUFACTURING COM- 

PANY. 

Remember that the mass of the 
public is educated largely through 
advertising. 
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Scott Says Frye's Methods 
Were Suitable Only to 
the Methuselahian Age. 

William Scott, of Juniata, Penn- 
sylvania, wishes to register a com- 
laint against the ancient methods 
used by both Harry Frye and I. S. 
Vanasdal in solving the tank prob- 


lem. 

Here’s what he says: 
To AMERICAN ARTISAN: 

Your able correspondents, Harry 
Frve and I. C. Vanasdal, find the 
contents of a cone-frustum by the 





old formula: A +a+ Y Aax 
h 

— = volume. 

3 


This formula served very well 
when men lived 700 years ago and 
had nothing to do but multiply and 
extract square roots of infinitesimal 
decimals, but it is too slow for this 
age. 

If R and r equal the respective 
radii and h is the height, then 

1.0472 h (R? + Rr + r*) = vol- 
ume. 

Here you escape the calculating 
of areas, the multiplying of areas 
that end in long decimals, and the 
extracting of roots. 

For example, suppose that 
z= § 

‘=z 6 

b= 

To find contents. 
Operation. 





&? — 64 
6? = 36 
148 


1.0472 x 10 = 10.472. 


10.472 x 148 — 
1549.856 — volume 
frustum of cone. 
WILLIAM Scott. 
Juniata, Pennsylvania. 


Pennsylvania Salesmen and Dis- 
tributors Asked to Attend Special 
Luncheon November 29th. 

A special meeting and luncheon 
will be held by the Distributors’ and 
Salesmen’s Auxiliary of the Sheet 





, 
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Metal Contractors’ Association of 
Pennsylvania Saturday, November 
29, at 1 p. m. 

Secretary Oliver C. Brooks of the 
auxiliary has called the meeting, 
which will be held in the Hotel Al- 
dine, Philadelphia, to discuss busi- 
ness of importance. 

Secretary Brooks urges and re- 
quests all members to attend. 


Our Thoughts 
Govern Our Actions. 

Most of us find it is largely 
through our ability to turn our 
thought from all which depresses 
and destroys that we are able to face 
life bravely and take up what comes 
without complaint. 

How often we are caught un- 
aware in the deepest depression— 
worrying over what has not hap- 
pened and which rarely does. 

We so much lack buoyancy. We 
pray for the sunshine when there 
are only clouds and rainfall. But 
when the clouds and rainfall are 
gone that prayed-for sunshine fai's 
to clear our gloom. 

The pleasurable soul depends 
upon the ability of its owner to rise 
above circumstances, and to will a 
path far from the irritating and in- 
evitable. 

Try to actually be what you want 
to be instead of moaning over the 
fact that you are not what you want 
to be—and see what will happen! 

No man ever reached a mountain 
top without first putting his eyes 
upon its summit. 

There are those who seem to de- 
light in dwelling upon the morbid 
tendencies of their nature instead 
of flooding them with an antidote 
that might clear them away for- 
ever. 





Happiness in this world comes 
about largely through the ability to 
turf one’s thoughts away from un- 
pleasant, discouraging and impossi- 
ble and attempting to do the very 
limits all of which we seem capable. 

The other fellow’s formula for 
success may be correct, but be sure 
it fits your requirements before ap- 
plying it. 
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“Nico” Boilers. 


From Stove Dealers Supply Company, 
Milwaukee, Wisconsin. 
Can you furnish us with the name 


and address of the manufacturers of 
“Nico” boilers? 
Ans.—National Radiator Com- 
pany, Johnstown, Pennsylvania. 
Stencil Stamping Machine. 
From B. A. Slater, 544 Lincoln Way 


East, South Bend, Indiana. 
Who makes a machine for mak- 


ing raised metal letters for signs, 
such as “For Sale,” “Help Wanted,” 
also for automobile license plates ? 

Ans.—McDonald Machine Com- 
pany, 7600 South Racine Avenue, 
Chicago, Illinois. 

Copper Wire Screen. 
From J. H. Still and Company, 2804 O 

Street, Lincoln, Nebraska. 

Please advise us who makes %- 
inch mesh, 16-gauge copper wire 
screen. 

Ans.—The Fred J. Meyers Man- 
ufacturing Company, Hamilton, 
Ohio; W. S. Tyler Company, 
Cleveland, Ohio, and F. P. Smith 
Wire and Iron Works, 2340 Cly- 
hourn Avenue, Chicago, Illinois. 

Automobile Patterns. 


From The Richter Galvanized Sheet Iron 
Works, Holyrood, Kansas. 
Kindly inform us who manufac- 


tures Ford body patterns. 

Ans.—St. Louis Technical Insti- 
tute, 4543 Clayton Avenue, St. 
Louis, Missouri, and The Kuempel 
Company, Guttenberg, Iowa. 

Repairs for “Sun” Heater. 
From Chicago Furnace Supply Company, 

1276 Clybourn Avenue, Chicago, Illi- 

nois. 

Can you tell us where to get re- 


pairs for the “Sun” heater ? 

Ans.—From the manufacturers, 
U. S. Radiator Corporation, 500 
North Street, Chicago, 
Illinois. 


Dearborn 


“Butler” Furnace. 
From Rock Island Register Company, 
Rock Island, Illinois. 
Please advise us who makes the 


low-down type of furnace, adver- 
tised in AMERICAN ARTISAN the 
early part of ‘this year. It is made 
in Ohio. 

Ans. This is the “Butler” fur- 
nace, made by The Ramey Manu- 
facturing Company, Columbus, 
Ohio. 



































A‘ Y movement that enlists the 
interest and partnership of 
the Presidents, the Secretary of 
State and other cabinet members, 
General Pershing and the First 
Lady of the Land, as well as the 
Prince of Wales, Marshal Foch and 
other foreign visitors of note, must 
have back of it a great appeal. 

The little newsboy, also, whose 
enthusiastic support has been en- 
listed is just as valuable, in his way, 
as a partner. Nobody could doubt 
that after reading the following in- 
cident : 

“Please, ma’am, may I have a 
cent’s worth of seals?” said the 
dirty-faced little newsboy as he ran 
up to a booth in a Post Office lobby. 
“You know I buy a cent’s worth 
every day,” he explained proudly. 
‘My sister, she had the ‘con,’ and I 
tell you those people treated our 
family swell. If anybody wants to 
know what I think about the Christ- 
mas seal, you can tell ’em that I’m 
back of it.” 

Many of the supporters of the 
Christmas seal have been distin- 
guished men and women. They rep- 
resent all professions and walks of 
life. Whether they are presidents, 
writers, actresses, newsboys or 
scrubwomen, their desire to help 
has been equally inspirational and 


appreciated. They have all been 


partners in the educational cam- 
paign to get the best of tubercu- 
losis. 

“Of course, I want some Christ- 
mas seals,” said President Coolidge 
when a Modern Health Crusader 
came to see him in the White House 
garden. 

“T am proud to be decorated with 
the cross of double bars,” said Gen- 
eral Pershing to the little girl who 
had te stand on a chair to decorate 
him as a Health Crusader. 

Even Irvin Cobb became serious- 


Here Is Your Chance to Let Pennies 
Earn Big Dividends in Health. 


Seventeenth Annual Christmas Seal Sale 
of National Tuberculosis Association. 


minded for a few minutes and ad- 
vised everybody “to do his Christ- 
mas stamping early.” 

The people and the tuberculosis 
agencies have been steadily press- 
ing forward in the fight against this 
disease. In 1908 when President 
Roosevelt presided at the Interna- 
tional Congress of Tuberculosis, he 
said: “I feel that no gathering 
could take place fraught with 
greater hope for the welfare of the 
people at large than this.” 

That was the time when the or- 
ganized campaign to prevent and 


Help 
Fight 
Tuberculosis 
Buy 


Christmas 


Seals 














stamp out tuberculosis was only 
four years old, and over 200,000 
persons were dying yearly from 
tuberculosis in this country. 

In 1918, the year we were in the 
war, when approximately 70,000 
American soldiers, sailors and ma- 
rines were killed or died from vari- 
ous causes, over 150,000 men, 
women and children in this country 
died from tuberculosis. For twenty 
years the work of educating people 
in the ways of health has been 
steadily increasing, with the result 
that the death rate has been cut in 
half. Last year there were less 
than 100,000 deaths. 

The little penny Christmas seals 
have had a great share in this re- 








markable decrease. Seals were sol 
for the first time in 1907, when only 
300,000 seals were purchased. Their 
popularity and number of support. 
ers have so increased that in 1923 
over 425,000,000 seals were pur- 
chased. During the 17 years of the 
organized tuberculosis movement 
nearly $30,000,000 has been raised 
by these tiny symbols of hope. This 
means that millions of persons, rich 
and poor, big and little, old and 
young, sick and well, have been 
partners in the crusade against the 
white plague. 

What have all these millions of 
supporters of the Christmas seal 
helped to support? There are now 
over 600 hospitals and sanatoria (of 
which 17 years ago there were but 
100) with nearly 70,000 beds; and 
over 600 clinics and dispensaries 
where persons may go for periodic 
physical examinations. At least 10,- 
000 nurses who are detecting the 
disease in the schools and homes 
and are giving, not only treatment, 
but helpful health instruction to 
mothers and children. Research 
workers and statisticians are col- 
lecting data of untold value. 

The Modern Health Crusade with 
an enrollment of over 8,000,000 
school children has been teaching 
these boys and girls good daily 
habits of health. For those who 
are malnourished or predisposed to 
tuberculosis at least 3,000 open air 
schools, preventoria and outdoor 
camps have been established. 


And finally, there is the Christ- 
mas seal sale itself. Through un- 
derstanding what the funds from 
the sale of seals have accomplished 
and must continue to accomplish, 
through talking Christmas seals, 
through selling and buying them, 
everybody has a chance to be a sup- 
porter of this great fight against 
tuberculosis. 
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SF Toy and Winter Sporting Goods Window Display in 
Combination Which Greatly Increased Sales. 


Large Crowds Viewed the Specialties of the 
Kelley-Duluth Company, Duluth, Minnesota. 








HE accompanying combination 

window display of toys and 
sporting goods was arranged by M. 
E. Klasky, for the Kelley-Duluth 
Company, Duluth, Minnesota. 

The two pillars were green, as 
was the top. 

In the center of the top was a 
large red wreath with electric can- 
dies distributed on its surface, which 
lighted both day and night. Two 


the Kelley Duluth Company, Duluth, Minnesota. 


other wreaths were placed on the 
pillars with a red bell. 

The background was seven and 
one-half feet high. Half of it was 
arranged with a toy scene and a 
shelf eighteen inches wide and ex- 
tending the full length of twelve feet 
was used for dolls and toys, blend- 
ing in with the ‘scene. © This shelf 
was covered with icicles. 

The bottom was a red panel. The 
floor was covered with artificial ice 
and in the front displayed skates, 
skis, sleds, a boy sitting on a kiddie 
kar, and a large monkey in a buggy. 

This window drew large crowds 
and as a business getter was unsur- 


passed, the toy and sporting goods 
departments went away over the top 
on their sales. 

This and many other window dis- 
plays, which we have shown in this 
department, of AMERICAN ARTISAN 
AND HARDWARE REcorD, prove that 
the window display does influence 
people to buy goods. 

But it proves even more. It 
proves that customers are actually 





driven away from the store when 
the windows in front of it are not 
kept cleanly washed and attractively 
decorated. 

This is true because the same laws 
of psychology that operate to bring 
customers into the store with an at- 
tractive display, likewise operate to 
repel those same customers from 
the shabby-appearing establshiment. 

Women, particularly, are reluc- 
tant to enter any business establish- 
ment which does not present an_in- 
viting appearance. 

The same is true with regard to 
the appearance of the wooden por- 
tion of the store front. 


The wise merchant first makes 
his windows as attractive as he 
knows how (and if he doesn’t know 
how he learns). He then makes his 
store entrance as inviting-looking 
and as easily accessible as possible. 
His interior store arrangment, too, 
is made with the object of display- 
ing as many articles as_ possible 
where the customer can examine 
them at will. 


Combination of Toy and Sporting Goods Window Display Which Greatly Increased the Sales of Those Departments of 


M. E. Klasky Made the Display. 


Don’t neglect the appearance of 
the window display and the appear- 
ance of the store front. 

No buyer will reject the worth- 
while information which your ad- 
vertisements carry to him. He can- 
not afford to in these days. 





Money spent in studying the lim- 
its and general character of the mar- 
ket you hope to sell is well spent. In 
fact, it is an insurance premium on 
your future business. Such re- 
search will save money for the sales 
department as well as for the ad- 
vertising department. 
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$1 00{In}Cash! Will Be Given Away January 


31, 1925, For the Four Best Window 
Display Photographs. 


’. @. Read the Rules of Our Window Display Com- 
petition Then Enter Your Best Displays. 


HE windows are the eyes of 

the store. Although it is physi- 
cally impossible for them to see, 
they attract by their appearance. 

The character of a window dis- 
play reveals the character of the 
store. It tells the world what type 
of goods are to be had within. It 
advertises to the community the kind 
of services rendered by the firm. 

The impression of the store re- 
ceived from the window display is 
fleeting. However, it determines 
whether the passer-by goes into the 
store or not to make his or her pur- 
chases. 

The number of articles displayed 
in any given window has a direct 
bearing on that window’s success as 
a salesmaker. If the objécts dis- 
played are too numerous, the passer- 
by sees only a conglomerated mass 
in passing. His attention is not 
brought to center upon any one ob- 
ject. It is divided too much to pro- 
duce the buying incentive. 

On the other hand, when the win- 
dow contains but one object, the 
passers-by are given just one ob- 
ject of vision. All of their visual 
energy is concentrated on that one 
object, with the result that the de- 
sire for possession is generated and 
the person steps in to the store 
where the salesmanship produces a 
sale. 

Window trimmers in the retail 
merchant class have made much 
progress in the direction of better 
window displays, but there is still 
much room for improvement. 

To that end AMERICAN ARTISAN 
AND HARDWARE REcorD window 
display competition is conduct- 
ed. It is our purpose to help these 
men raise the standard of their win- 
dow displays, in order that they can 
be assisted in making greater mer- 
chandise turnovers. 

This competition does help be- 
cause it puts AMERICAN ARTISAN 


AND HARDWARE REcoORD in a posi- 
tion where it can show each retail 
merchant what every other retail 
merchant is doing in the matter of 
window displays. 

The competition closes January 


November 22, 1924 


31, 1925. Ali photographs Must be 
in this office by that day, to be ep. 
tered in the competition. 

Your are one and all indiyig. 
ually and collectively solicited to 
enter your display photographs 
in AMERICAN ARTISAN yp 
HARDWARE RECORD window display 
competition. 


One of the four cash prizes may 
go to you. Don’t neglect to enter as 
many as you wish. Enter your pho- 
tographs at our office not later than 
January 31, 1925. 


Customer Habits and Resources Have Important 


Bearing on Credit Policy of Merchandiser. 


Consumer Divided in Two Classes—Permanent 
or Home Owner and Transient or Renter. 


H' JME ownership __ generally 
means permanency. 

The retail merchandiser who is 
making an honest effort to serve his 
community will find a_ thorough 
study of the habits of his patrons 
and possible patrons of great bene- 
fit. Certain characteristics are pre- 
dominant in all nationalities—the 
Germans are thrifty and an appeal 
for business in a community where 
they predominate must be made 
upon a basis of dependability and 
stable prices. On the other hand the 
person with French blood usually 
has an innate desire for luxurious 
fittings. The characteristics of oth- 
er nationalities are evident to the 
seeker after a knowledge of them. 

Communities, too, are made up 
of two principle classes of people; 
namely, permanent residents and 
transients: A thorough knowledge 
of the extent of each has a direct 
andl important bearing upon the 
credit extension policy of the store. 
Particularly is the extent of home 
ownership worthy of an especial 
study, as it is an indication of pros- 
perity. 

In farming communities, where 
the principle income is derived 
from the sale of grains, and is con- 
sequently dependent upon weather 
conditions and periodic in making 
its appearance, the importance of 
whether the farmer is the owner or 


a renter will be readily recognized 
by each retail merchant. 

The growing importance of the 
influence children are having upon 
the buying habits of parents is also 
a factor worthy of careful study. 
Children are much more independ- 
ent in their demands now-a-days 
than formerly. They respond quick- 
ly to the clever window displays 
and once they set their hearts upon 
a particular object, who can deny 
them. 

The innovation of chain stores 
and cafeterias has brought a new 
way of merchandising. Competi- 
tion is becoming keener and the 
buyer has been educated through 
advertising to know pretty well 
what he wants before going to the 
store. He is also more prone to 
“shop around” now than formerly, 
when he went to a store, paid what- 
ever was asked and went his way. 

The function of-every merchant 
is, of course, to anticipate the de- 
mands of his market. But in or- 
der to do this with any degree of 
accuracy, he must first know what 
his market is and what kind of peo- 
ple he has to deal with. 

The importance of research is 
equally great with the retailer as 
with the manufacturer and banker. 
A thorough research of the possi- 
ble market and the characteristics 
of the people in the community en- 
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November 22, 1924. 
ables the retailer to prepare and di- 
rect his advertising matter with 
greater accuracy and consequently 
with greater assurance of success. 
The credit policy of the store, too, 
can be more accurately shaped with 
a thorough knowledge of the habits 
and resources of the customers. 


Impaired Vision Kills— 
Failure to Distinguish 
Wrong from Right Fatal. 
Some men can be relied upon to 
do the right thing, the square thing, 
regardless of the time, place or con- 


+ 
? 


sequences to themselves. Can you! 

Some men have the ability to em- 
ploy a finesse of discretion about 
matters which come before them for 
decision and action. Have you? 

There is no trick to this. It 
comes from something much more 
deeply seated than the motor nerves 
producing tricks. It comes from an 
undistorted comprehension of the 
difference between right and wrong. 
That’s all. Have you that? 
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Coming Conventions | 


Mid-Year Meeting of the National 
Warm Air Heating and Ventilating As- 
sociation and Dedication of the Warm 
Air Heating Research Residence, Ur- 
bana, Illinois, December 2, 1924. Allen 
W. Williams, Secretary, Columbus, Ohio. 

Western Warm Air Furnace & Sup- 
ply Association Meeting, Sherman 
House, Chicago, December 4 and 5. Sec- 
retary John H. Hussie, 2407 Cuming 
Street, Omaha, Nebraska. 

Western Retail Implement and Hard- 
ware Association Convention, Kansas 
City, Missouri, January 13, 14, 15, 1925. 
H. J. Hodge, Secretary, Abilene, Kan- 
sas. 

Kentucky Hardware and Implement 
Association Convention, Jefferson Coun- 
ty Armory, Louisville, week of January 
18, 1925. J. M. Stone, Secretary-Treas- 
urer, 200 Republic Building, Louisville. 

Texas Hardware and Implement As- 
sociation Convention, Dallas, Texas, Jan- 
wary 20, 21, 22, 1925. Dan Scoates, Sec- 
retary-Treasurer, College Station. 

West Virginia Hardware Association, 
Convention and Exhibition, Clarksburg, 
January 20 to 23, 1925. James B. Car- 
son, Secretary, 1001 Schwind Building, 
Dayton, Ohio. 

Missouri Retail Hardware Association, 
Convention and Exhibit, Hotel Statler, 
St. Louis, January 26 to 28, 1925. F. X. 
Becherer, Secretary, 5106 North Broad- 
way, St. Louis. 

Indiana Retail Hardware Association, 
Convention and Exhibit, Cadle Taber- 
nacle, Indianapolis, January 27 to 30, 
1925. G. F. Sheely, Secretary, 911 Meyer- 
Kiser Building, Indianapolis. 











Mountain States Retail Hardware As- 
sociation, Convention, Denver, Colorado, 
January 27 to 30, 1925. W.W. McAllis- 
ter, Secretary, P. O. Box 513, Boulder, 
Colorado. 


Indiana Sheet Metal Contractors’ As- 
sociation, Convention, Lafayette, Febru- 
ary (dates not decided). Leslie W. 
Beach, 1136 Main Street, Richmond. 


Oklahoma Hardware and Implement 
Association, Convention, Masonic Tem- 
ple, Oklahoma City, February 3, 4, 5, 
1925. Charles L. Unger, Secretary-Treas- 
urer, Oklahoma City. 


Nebraska Retail Hardware Associa- 
tion, Convention and Exhibition, Omaha, 
February 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel. Exhibition, 
City Auditorium. George H. Dietz, Sec- 
retary, 4141-419 Little Building, Lincoln. 


Wisconsin Retail Hardware Associa- 
tion, Convention and Exhibition, Audi- 
torium, Milwaukee, February 4, 5, 6, 
1925. P. J. Jacobs, Secretary-Treasurer, 
Stevens Point. 


Ohio Hardware Association, Conven- 
tion and Exhibition, Columbus, Febru- 
ary 10 to 13. 1925. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 

New York State Retail Hardware As- 
sociation, Convention and Exposition, 
Buffalo, February 10, 11, 12, 13, 1925. 
Headquarters, Hotel Statler. Exposition 
at the Broadway Auditorium. John B. 
Foley, Secretary, City Bank Building, 
Syracuse. 

Iowa Retail Hardware Association, 
Convention, Savery Hotel; Exhibit, Ar- 
mory, Des Moines, February 10 to 13, 
1925. A. R. Sale, Secretary, Hardware 
Building, Mason City, Iowa. 

North Dakota Retail Hardware Asso- 
ciation, Convention (place not yet se- 
lected), February 11, 12, 13, 1925. C. N. 
Barnes, Secretary, Grand Forks. 

Montana Implement and Hardware 
Association, Convention, Helena, Febru- 
ary 13, 14, 1925. A. C. Talmage, Sec- 
retary-Treasurer, Bozeman. 

Pennsylvania and Atlantic Seaboard 
Hardware Association, Convention and 
Exhibition, February 16 to 20, 1925, at 
Philadelphia Commercial Museum. 
Sharon E. Jones, Secretary, 604 Wesley 
Building, Philadelphia. 

Illinois Retail Hardware Association, 
Convention and Exhibit, Hotel Sherman, 
Chicago, February 17 to 19, 1925. Leon 
D. Nish, Elgin, Illinois, Secretary. 

Minnesota Retail Hardware Associa- 
tion, Convention, St. Paul Auditorium, 
St. Paul, February 17, 18, 19, 20, 1925. 
C. H. Casey, Secretary, Nicollet Avenue 
and Twenty-fourth Street, Minneapolis. 

New Eng!and Hardward Dealers’ As- 
sociation, Ccnvention and Exhibit, Me- 
chanics’ Building, Boston, Massachusetts, 
February 23, 24, 25, 1925. George A. 
Fiel, Secretary, 10 High Street, Boston. 

Michigan Sheet Metal and Roofing 
Contractors’ Association, Detroit, Febru- 
ary 23 to 26. F. E. Ederle, 1121 Frank- 
lin Street, Grand Rapids, Secretary. 

Michigan Retail Hardware Associa- 
tion, Convention, Grand Rapids, Febru- 
ary 24, 25, 26, 27, 1925. Hotel headquar- 
ters, Hotel Pantlind. A. J. Scott, Sec- 
retary, Marine City. 

Arkansas Retail Hardware Associa- 
tion, Convention, Little Rock, May, 1925. 
L. P. Biggs, Secretary, 815-816 Southern 
Trust Building, Little Rock. 

Southeastern Retail Hardware Assv- 
ciation, Convention and Exhibition, Bir- 
mingham, Alabama, May, 1925. Walter 
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Harlan, Secretary-Treasurer, 701 Grand 
Theater Building, Atlanta, Georgia. 

National Retail Hardware Association, 
Philadelphia, June, 1925. H. P. Sheets, 
Secretary, Indianapolis. 

National Association of Sheet Metal 
Contractors, Atlanta-Biltmore Hotel, At- 
lanta, Georgia, June 22 to 26, 1925. E. L. 
Seabrook, Secretary, 608 East Chestnut 
Street, Philadelphia, Pennsylvania. 











| Retail Hardware Doings 











Arkansas. 

T. M. Dillon, who has been with the 
Pugh Mercantile Company of Port- 
land for the past eight years, is open- 
ing up a stock of hardware in the 
McGarry block. 

Idaho. 
_ The Snyder Hardware Company, 
founded and conducted at Filer for ten 
years by E. H. Snyder, has gone out 
of business. The stock has been pur- 
chased by the Filer Hardware Com- 
pany. 

Illinois. | 

L. H. Hill purchased the Hulen 
Hardware Company at Shelbyville. 

Indiana. 


_ Articles of incorporation have been 
filed, changing the Jones Hardware 
Company of Peru from a partnership 
to a corporation, 

Kansas. 

A deal has been closed whereby 
Vern Ford of Hartford became the 
owner of the C. B. Myers Hardware 
store and Mr. Myers acquires 320 
acres of land. 

Minnesota. 

The Prairie Hardware Company of 
Brainerd has opened a branch store 
at Long Prairie with George Stevens 


in charge. 
Nebraska. 


Julius Peterson of Blair has pur- 
chased the vacant lot of Carl Kolter- 
man and will build a one story brick 
building the full length of the lot at 
once. This will be occupied with hi+ 
hardware store. 

Fire damaged the stock of the Har- 
rington Hardware store at Florence. 

J. C. Puckett and Sons have sold 
their hardware business at Indianola 
to V. J. Yarnell. 


North Dakota. 


P. N. Mohn has disposed of his in- 
terest in the firm of Mohn and On- 
stad at Enderlin to Severt and O. A. 


Onstad. 
South Dakota. 


E. A. Amburn has disposed of his 
interests in the Pixley and Amburn 
Hardware store at Montrose to Fred 
Antrim. The new firm will be known 
as Pixley and Antrim. 


Tennessee. 


Henry Tolar has sold his interest 
in the Dickson Hardware Company, 
Dickson, and the business will from 
now on be conducted by Mr. Johnson. 


Wisconsin. 


The Kimball Hardware Company, 
an old and well established firm at 
Briggsville, has sold its stock of hard- 
ware to John Dean and James Joyce. 

Thomas L. Laursen has sold his 
hardware store at Shell Lake to J. J. 
Coats of Peoria, Illinois. 
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HE accompanying advertise- 

ment of the Houston Hardware 
Company was taken from the Bir- 
mingham, Michigan, Eccentric. 


a 





Houston Hardware Co. 


Never Let the Public Forget You—Advertise Your Good 


and Services Regularly and Consistently. 


Regular Advertising Costs Money—Hit-or-Miss Advertising Does Too— 
The Former Produces Results the Latter Doesn’t—Take Your Choice. 


ful illustration and a few well se- 
lected phrases set up in an easily- 
readable style of type, somewhat 
after the fashion of the ad shown 


EASY 


Now is the time to 
buy your 


New Easy Wash- 
ing Machine 


We have them on 
display for your 
inspection. 
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We Handle Everything 
in the Hardware Line 














— 


It has a very good appeal. The 
illustration and typography are also 
well worked out. The addition of 
the street address and telephone 
number would have improved the 
advertisement still more. 

A further improvement would 
have reseulted had a more expres- 
sive headline been used. Although 
the word “Easy” is expressive, it is 
not definite enough. 

*k ok x 

Where novelties are being adver- 
tised, it is next to impossible to ex- 
plain all the little details concerning 
the innovation in an advertisement. 
This impossibility arises not because 
these little details are so numerous 
or so intricate that they could not 
be classified, but because after they 
had been enumerated, no one would 
stop long enough to read them. 

Then, too, practice and experi- 
ment have disclosed the fact that far 
greater interest can be aroused if 
the idea is put across with a force- 


herewith used by the Clem Hard 
ware Company. It was taken from 
the Monroeville, Indiana, Breeze. 
There is just enough told in thi. 
ad to arouse a good, healthy inter- 





-CONSERVO 
COOKER 


Conserves 
Food, Fuel, 
Fruits, | 
Vegetables 


| 









and 
Time. 





No Need to Worry About 
Guages or Steam. 


Is Self Regulating. 


CLEM HARDWARE CO., 
Phone 57. Monroeville, Ind’ 


| 
| 
Conservo Cans Automatically. 
| 


est. The entire ad can be read al- 
most at a glance. 
“Conserves food, fuel and time” 








is a pithy phrase hard to improve 
upon. It says a whole bookfyl, 
The original ad was 414x7 inches 
a. ae 






Tying up window displays with 
the newspaper advertising is , 
commendable practice for a store 
in a small town. 

The Adams County Hardware 
Company, Gettysburg,  Pennsy- 
vania, whose ad is shown herewith, 


| Hardware Needs 


DOUBLE VALUE AT 
ADAMS COUNTY HARDWARE 
COMPANY 








We have just received a large shipment 
of Harvard tocls, guaranteed to be of solid 
forged steel. 

Regular Plumb Make. 


Any one in our window display for 


$1.00 


ADAMS COUNTY HARDWARE COMPANY, 


Paltimore Stree Gettysburg, Pa. 























has made a good job of this type of 
advertising. 

The ad was 414x6 inches in the 
original. 

It has excellent balance, and 4 
good use of white space has been 
made. 

Some advertising men would say 
that the insertion of a few illustra- 
tions would have helped matters con- 
siderably. This seems hardly nec- 
essary, in view of the fact that at- 
tention has been directed to the win- 
dow display. The price of all these 
articles has been given, which i1- 
creases curiosity and draws the per- 
son using tools to the store to se 
just what is being offered 

bs ok of 

Real advertising will always i- 

crease sales. 
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AMERICAN 


Vovember 22, 1924. 

J. S. McCurry 

Remembers Mother 

in Selling His Stoves. 
Selling stoves from the angle of 

service is far better than the old 

way computing their value entirely 

from a standpoint of the amount of 

iron in the stove. 
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of construction as we are about the 
appearance and time-saving features 
of the stove. 

The idea about making mother’s 
work less confining is a selling point 
of considerable appeal. With it the 
stove merchant touches many folks 
in their weakest spot. 
mother’s comfort and welfare would 


Because 








A NEW OIL 
RANGE 
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rooms seem so much 
more important because we spend more time 
: 
a 





A Better Work Room 





F A NEW GAS 
or | — | 


MOTHER 


Think of the hours Mother spends in her 
“Work Shop”’--cooking, canning, dish-washing, 
baking, planning and a million other things. 





not at all handy, but 


Mother.never seems to complain. And perhaps 
we think it is all right with her and never give 


We do not have to work in the kitchen. 
BUT MOTHER KNOWS 
Come in and see our line of ranges. 


J.S.McCurry 
Hardware 


indiana 





Stove Advertisement Appealing Directly to the Sympathetic Sensibilities of the 
Customer. 


Increased efficiency is demanded 
nowadays in the kitchen as well as 
in the office and workshop. Mother 
demands her time off, too. And 
the only way she can get it is by 
making the work she must do less 
confining. 

In the selling end we are not so 
much concerned about the details 


make them stop and think twice or 
thrice before abandoning a project 
which ordinarily would give them 
no concern whatever. 

Such an appeal is found in the 
accompanying advertisement of J. S. 
McCurry, taken from the Goodland, 
Indiana, Herald. 

An illustration would have added 


strength to the appeal. To have 
visualized mother in some manner 
would also have increased the ap- 
peal. 

The original ad was the same size 
as the one shown. 


A Little Lesson 
in United Effort. 


Said a wise old bee at the close 
of the day, “This colony business 
doesn’t pay. I put my honey in that 
old hive that others may eat and 
live and thrive ; and I do more work 
in a day, by gee, than some of the 
fellows do in three. I toil and worry 
and save and hoard and all I get 
is my room and board. It’s me for 
the sweets of my hard earned pelf.” 
So the old bee flew to the meadow 
lone and started a business of his 
own. He gave no thought to the 
buzzing clan, but all intent on his 
selfish plan he lived the life of the 
hermit free—“‘Ah, this is great!’ 
said the wise old bee. But the sum- 
mer waned and the day grew clear, 
and the lone bee wailed as he 
dropped a tear ; for the varmint gob- 
bled his little store and his wax 
played out and his heart was sore, 
so he winged his way to the old 
home band, and took his meals at 
the helping hand. Alone, our work 
is of little worth; together, we are 
the lords of the earth; so it’s all for 
each and each for all—united stand, 
or divided fall. 





Your Attitude Towards Other 
Merchants Will Determine 
Your Own Success. 

Trade at home yourself. Your at- 
titude towards other merchants in 
your .town, particularly your com- 
petitors, will have a direct bearing 
upon your own success or failure. 
No merchant ever built a lasting and 
progressive business by knocking 
other merchants. The harboring of 
ill-will for another person only poi- 
sons the mind of the harborer and 
saps vital energy which would un- 
der ordinary circumstances go into 
constructive endeavor. Set an ex- 
ample of trading at home yourself 
if you expect the people of your 
community to do it. 
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Market Prices Have Grown Firmer, While Expansion 
Plans Are Being Pushed Forward. 


Slack in Easy Money Will Soon Be Taken Up by Vast 
Borrowings—Good Business Noted in Non-Ferrous Metals. 


HE steel industry shows a 
speeding-up of its heretofore 
gradual recovery. 

But expansion is proceeding in a 
normal and wholesome way, with an 
absence of speculative buying. 

Pig iron sales since November 1 
have reached the unusual total of 
1,000,000 tons, the bulk of which 
has been bought since the election 
results were known. This business 
is sufficient to occupy the furnaces 
for several months. This influx of 
buying has enabled an advance of 50 
cents to $2.00 a ton, thus overcom- 
ing previous unprofitable prices. 

Buying of finished steel also has 
gathered momentum and price ad- 
vances of $2.00 to $3.00 a ton have 
been made. 

The steel mills now are operating 
around 65 per cent of capacity, com- 
pared with 60 pe~ cent a week ago 
and 40 per cent last June. 

The railroads continue to make 
large purchases. Rail booking in the 
last week totaled 40,000 tons, ac- 
cording to the Jron Age, while in 
cars there were orders for 4,015 
and inquiries for 2,568. 

Fresh projects call for more than 
45,000 tons, the largest amount in 
two months. 


Copper. 

Electrolytic copper was firmly es- 
tablished at 14 cents, delivered Con- 
necticut, for deliveries from prompt 
through January. Business has been 
done in considerable volume on this 
basis, also at 14.12% cents, deliv- 
ered middle western points. 

Tin. 

One of the independent tin plate 
makers bought 400 tons of spot and 
early delivery Straits November 14, 
which caused a stiffening in price, 
both in New York and London on 
November 15 and 17. The market 
reached a new high for the move- 
ment at 54.75 cents to 55 cents, 


November 17, then reacted slightly. 
In general, American consuming 
buying has been relatively light. 


Lead. 


Lead is unchanged at from 8.65 
to 9144 cents, New York, and from 
8.40 to 8.90 cents a pound, St. 
Louis. 

The 9'%-cent price New York 
represent the price on export sales, 
when, and if effected. 

The leading interest continues to 
name 8.65 cents as New York its 
contract price. 


Zinc. 


The price of prime western zinc 
has been forced steadily higher on 
the foreign bidding, the advance last 
week amounting to 15 points, busi- 
ness being done as of November 17 
at 6.95 cents, East St. Louis. 


Solder. 


Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $33.75; Commercial, 45-55, 
$33.00, and Plumbers’, $31.75, all 
per 100 pounds. 


Tin Plate. 


Announcement in a New York 
newspaper to the effect that the 
American Sheet and Tin Plate Com- 
pany has opened its books for first 
half on tin plate at an unchanged 
price, $5.50, f. o. b. Pittsburgh dis- 
trict mills, is denied. 

The mills, however, are looking 
for a huge demand in tin plate in 
1925 and from the present outlook 
this probably will develop in March 
and April, at the time of peak de- 
mand upon tin mills. 


Sheets. 


The tone of the sheet market has 
shown much further improvement 
in the past few days. 

A feature of the situation illus- 
trative of the tone is that quite a 
number of buyers have been asking 


sellers to give them price protection. 
for a few days, while they make up 
specifications. 

The American Rolling Mill Com. 
pany advanced its prices $2.00 a ton 
on blue annealed sheets to 2.70 cents, 
$3.00 a ton on black sheets to 3,65 
cents and $2.00 a ton on galvanized 
sheets to 4.70 cents. 


Old Metals. 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $18.50 to $19.00: 
old iron axles, $25.00 to $25.50: 
steel springs, $19.50 to $20.00; No. 
1 wrought iron, $15.00 to $1600; 
No. 1 cast, $16.50 to $17.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 9 cents; 
light brass, 614 cents; lead, 7 cents; 
zinc, 4 cents, and cast aluminum, 
16% cents. 


. Pig Iron 


The pig iron market report of 
Rogers, Brown & Company says: 

“The heavy buying of pig iron 
continues. Prices are firm and ad- 
vancing. With all of the buying, 
however, it is encouraging to note 
the lack of speculation. 

“Consumers are covering for their 
actual estimated requirements. The 
demand is very general, though pos- 
sibly the industries dependent upon 
the building trades are taking on 
larger tonnages than others. This 
covers heating equipment 
sanitary ware and pipe 


group 
companies, 
shops. 
“The steel industry has felt a 
heavier demand and the plants which 
are not self-contained have been pur- 
chasers of round tonnages of pig 
iron. The expansion of the steel 
industry is further noticeable in the 
removal of a number of furnaces 
from the merchant market as the 
output is being converted into steel.” 





